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Report to the 

STOCKHOLDERS 

for the Year 1949 


The Annual Meeting 

of the stockholders will be held on March 28 , 1950 . A formal notice 
of this meeting, together with proxy and proxy statement, will be 
mailed to each stockholder on or about February 24 , 1950 , at which 
time proxies will be solicited by the management. 

The information herein contained is published solely for the benefit of the 
company’s stockholders. No statement in this booklet is made for the purpose 
of inducing the purchase of securities issued by the company. 



Dr. Pepper Company 

5523 East Mockingbird Lane 
Dallas, Texas 

















Growth of Dr. Pepper Company 



Dr. Pepper was originated in 1 88 5 at the Old 
Corner Drug Store in Waco, Texas by a young phar¬ 
macist whose hobby was experimenting with fountain 
flavors. The Dr. Pepper flavor combination which he 
concocted was one which caught the taste fancy of 
the store patrons, and their repeated calls for it began 
to attract considerable attention. 

R. S. Lazenby, a beverage chemist in Waco, be¬ 
came interested in the new drink sensation and ar¬ 
ranged to acquire rights to the flavor formula. After 
some further experimenting, Mr. Lazenby perfected 
the formula which has remained basically the same 
for more than sixty years. Dr. Pepper’s popularity 



continued to grow and Mr. Lazenby started bottling 
it under the firm name of the Artesian Bottling 
Works. The original plant building located at Fifth 
and Mary Streets in Waco, where Dr. Pepper was first 
produced for large-scale distribution, still stands and 
serves as quarters for the Dr. Pepper Bottling Com¬ 
pany of Waco. 

Dr. Pepper remained largely a Texas product for 
many years and enjoyed only spotted distribution. In 
a few instances arrangements were made to market 
the drink in points such as St. Louis, New Orleans and 
one or two other large cities in the South, but it was 
not until 192 5 when the present company was formed 
that Dr. Pepper began to expand on a large scale. 



In 192 5 syrup manufacturing operations were 
moved to Dallas and occupied a two-story brick build¬ 
ing located at 401 Main Street at which time an 
aggressive sales and advertising program was begun. 


By the end of 1928, Texas was well covered with 
Dr. Pepper bottlers, and syrup sales had increased 
nearly 600 per cent over 1926. The company program 
had met with substantial success, and Dr. Pepper sales 
responded favorably to the new effort that was behind 
it. During the next six years the business grew rapidly 
and new bottlers were clamoring for franchise rights 
all the way from Texas to the Eastern Seaboard and 
throughout the Midwest. By 1930 the business had 
outgrown the facilities at 401 Main, and the company 
purchased a plot of ground and built a modern syrup 
factory at 429 Second Avenue in Dallas. 



Dr. Pepper sales east of the Mississippi River had 
also begun to climb, and the company further ex¬ 
panded its manufacturing facilities by building, in 
1931, a syrup factory in Birmingham, very similar 
to the new one just completed in Dallas. 

At the beginning of World War II, Dr. Pepper 
fame and popularity had spread to thirty-eight states. 
The wartime beverage boom carried Dr. Pepper sales 
to still greater heights. 



In 1948 there was visible evidence of the growth 
of Dr. Pepper in the form of a still larger plant which 
is today recognized as one of the outstanding beverage 
manufacturing concerns in the business. The new 
structure, located at Mockingbird Lane and Green¬ 
ville Avenue in Dallas, also includes the executive and 
general offices of the company as well as a complete 
bottling plant, which supplies the Dallas area with 
bottled Dr. Pepper. 

The stages of development described here are only 
the highlights in the growth of Dr. Pepper. 




































Dallas, Texas 
February 21, 1950 


To the Stockholders: 

The financial position of the Dr. Pepper Company and its subsidiaries for the year 
ended December 31, 1949 together with other information of interest to stockholders 
is included herewith. 

Net sales, in value, for the year showed a decrease of approximately 8% in com¬ 
parison with the preceding year. Net income for the year amounted to 87c per share 
as compared to 98c per share for the previous year, a decrease of 11c per share. These 
decreases are due principally to the following: 

1. In order to assist Dr. Pepper bottlers in strengthening their 
operating position, the price of Dr. Pepper bottler’s syrup was 
reduced during the entire year of 1949 to a figure substantially 
lower than that which they paid during 1948. 

2. During the year 1949 the average price paid for sugar was ap¬ 
proximately 20c per cwt. higher than the average price paid 
during the year 1948. 

Although long range expansion of the carbonated beverage industry and of Dr. 
Pepper appears favorable, the continued high costs, particularly the price of sugar, 
remains a major concern of management. It is anticipated, however, that through in¬ 
creased operating efficiency between Dr. Pepper Company, its bottlers and jobbers, 
both volume and earnings will show gradual improvement. 

The financial condition of the company and its subsidiaries is strong, and its work¬ 
ing capital position continues satisfactory. 

Your company wishes to express grateful appreciation for the continued coopera¬ 
tion and efforts of employees, stockholders, and bottlers in the promotion of greater 
Dr. Pepper progress. 



Executive Vice-President Chairman of the Board 













Accountants’ Report 


PEAT, MARWICK, MITCHELL & CO. 

•1 . 

To The Board of Directors, 

Dr. Pepper Company: 

We have examined the consolidated balance sheet of the Dr. Pepper Company and 
Subsidiaries as of December 31, 1949 and the related statement of consolidated profit 
and loss and surplus for the year then ended. Our examination was made in accord¬ 
ance with generally accepted auditing standards, and accordingly included such tests 
of the accounting records and such other auditing procedures as we considered neces¬ 
sary in the circumstances. 

In our opinion, the accompanying consolidated balance sheet and statement of 
consolidated profit and loss and surplus present fairly the financial position of the Dr. 
Pepper Company and Subsidiaries at December 31, 1949 and the results of their opera¬ 
tions for the year then ended, in conformity with generally accepted accounting prin¬ 
ciples applied on a basis consistent with that of the preceding year. 

Peat, Marwick, Mitchell & Co. 


Dallas, Texas 
January 30,1950 



















DR.PEPPER COMPANY AND SUBSIDIARIES 


Consolidated Balance Sheet 

As of December 31,1949 


ASSETS 

Current Assets: 

Cash in banks and on hand. 

U. S. Government obligations—at cost. 

Customers’ notes and accounts receivable.$ 526,984.55 

Less reserve for doubtful accounts .... . 57,917.67 

Due from officers and employees. 

Other receivables. 

Inventories—at the lower of cost or market. * 

Prepaid expenses. 


Notes Receivable due more than one year from December 31, 1949: 

Customers’ notes receivable. 33,413.88 

Portion of note receivable arising from sale of fixed assets (Note ”1”) . . 56,700.00 

Investment in and Advances with respect to Dr. Pepper de Mexico, S. A.—at cost .... 
Other Investments—at cost: 

Cash surrender value of life insurance policies. 24,707.20 

Other investments. 13,000.00 

Property, Plant, and Equipment, less accumulated allowance for depreciation, 

$727,826.51, and customers’ deposits (on bottles and cases), $77,685.31 . 

Formulae, Franchises, and Trademarks—at nominal value.. . . 


$ 158,268.30 

1,160,000.00 

469,066.88 

11,200.89 

42,728.91 

752,956.36 

282,503.05 

2,876,724.39 


90,113.88 

20,618.56 


37,707.20 

3,521,802.02 

4.00 

$6,546,970.05 


LIABILITIES 


Current Liabilities: 

Accounts payable—trade creditors. $ 49,362.64 

Current installments due on First Mortgage Bond. 77,295.19 

Accrued expenses—taxes, etc. 28,642.24 

Federal and State income taxes. 357,366.57 

512,666.64 

First Mortgage Bond Payable (Note "1”).$ 1,803,634.37 

Less installments due within one year from December 31, 1949 .... 77,295.19 1,726,339.18 

Capital Stock (Common)—authorized 800,000 shares of no par value, whereof 

700,000 shares issued and outstanding. 1,469,589.50 

Earned Surplus. 2,838,374.73 

$6,546,970.05 


See accompanying notes to financial statements which are an integral part of this statement. 








































DR. PEPPER COMPANY AND SUBSIDIARIES 


Statement of Consolidated 
Profit and Loss and Surplus 

For Year Ended December 31,1949 


Gross Profit on Sales. 

Administrative, Marketing, and General Expenses .... 

Net Operating Profit. 

Miscellaneous Income. 

Less Miscellaneous Charges (including interest of $66,23 3.38) 

Profit before Taxes on Income. 

Provision for Income Taxes. 

Net' Profit. 

Consolidated Earned Surplus as of December 31, 1948 

Dividends paid by Dr. Pepper Company ($.60 per share) . 

Consolidated Earned Surplus as of December 31, 1949 


$3,060,002.49 
2,107,222.37 
952,780.12 
96,457.37 
1,049,237.49 
79,260.54 
969,976.95 
357,366.57 
612,610.38 
2,645,764.35 
3,258,374.73 
420,000.00 
$2,838,374.73 


NOTES TO FINANCIAL STATEMENTS 


(1) Substantially all assets of the Dr. Pepper Company, 
including its investment in wholly-owned subsidiaries 
consolidated in the foregoing balance sheet, have been 
pledged to secure the First Mortgage Bond under Trust 
Indenture dated December 22, 1947, between the Dr. 
Pepper Company and T. L. Bradford, Jr., Trustee. 

This bond is payable to Southwestern Life Insurance 
Company, Dallas, Texas, in 208 remaining monthly 
installments of $1 1,599.19 each, including principal 
and interest at 3 *4% per annum. 

During the year certain of the assets pledged under 
the Trust Indenture were sold, with the consent of the 
Trustee. As part of the proceeds of sale, the Dr. Pepper 
Company received a vendor’s lien note in the amount 
of $63,000.00, payable in ten equal annual installments. 
Collections on this note are required to be applied 
against the principal of the First Mortgage Bond. 

(2) The Dr. Pepper Company and its wholly-owned sub¬ 
sidiaries have in effect a pension plan for the benefit 
of their employees. As of December 31, 1949, there 


was a remaining balance with respect to past service 
cost of $16,42 5.74. The companies expect to continue 
the plan indefinitely but have reserved the right to 
amend or discontinue it at any time. Costs and ex¬ 
penses for the year include payments of $58,635.02 to 
the Pension Trust Trustee with respect to current and 
past services of covered employees. 

(3) The Company is co-defendant in a suit involving its 
right, under the circumstances alleged therein, to re¬ 
fuse to issue to the plaintiff a Dr. Pepper Bottler’s 
License Agreement. The outcome of this suit, while 
presently not determinable, is not expected to have any 
material effect upon the financial position of the Com¬ 
pany. 

During the year one of the Company’s subsidiaries 
began accepting chattel mortgage notes in payment for 
vending machines sold to retail outlets. It is the policy 
to discount these notes promptly, at banks, with re¬ 
course. At December 31, 1949, balances unpaid on 
discounted notes amounted in the aggregate to approxi¬ 
mately $24,000.00. 



































How We Used Our Gross Revenue 

For the Year 1949 



Profits, Taxes on Income and Dividends . . . Per Share 


Year 



Profits Before 

Taxes on Income 

Taxes on Income 

Net Profit 

Dividends 

1949 



$ 1.39 


.51 

.88 

.60 

1948 



1.61 


.63 

.98 

.60 

1947 



2.37 


.88 

1.49 

1.00 

1946 

* 


3.04 


1.16 

1.88 

1.20 






































DR. PEPPER COMPANY AND SUBSIDIARIES 


Condensed Comparative 
Consolidated Balance Sheet 


ASSETS 

Dec. 31,1949 

Dec. 31, 194S 

Dec. 31,1947 

Current Assets: 

Cash and U. S. Government Securities .... 

$1,318,268.30 

1,091,860.76 

1,717,004.82 

Notes and Accounts Receivable. 

522,996.68 

666,165.47 

1,068,501.61 

Inventories. 

752,956.36 

939,703.86 

935,220.37 

Prepaid Expenses. 

282,503.05 

267,089.19 

182,770.63 

Total Current Assets. 

2,876,724.39 

2,964,819.28 

3,903,497.43 

Notes Receivable, due more than one year 

from December 31, 1949 . 

90,113.88 

— 

— 

Investments, Etc. 

58,325.76 

37,174.30 

37,138.30 

Property, Plant and Equipment—Net. 

3,521,802.02 

3,562,052.18 

1,163,355.82 

Plant Construction and Machinery Installation in 
Progress, including cost of plant site .... 

— 

— 

1,658,272.21 

Idle Plant and Equipment—Net. 

— 

106,829.24 

— 

Formulae, Franchises and Trade-Marks. 

4.00 

5.00 

5.00 

Total. 

$6,546,970.05 

6,670,880.00 

6,762,268.76 

LIABILITIES 




Current Liabilities: 

Accounts Payable and Accrued Expenses . . . 

$ 78,004.88 

186,778.34 

290,918.53 

First Mortgage Bond—Current Installments . . 

77,295.19 

72,811.85 

70,311.84 

Provision for Pension Trust Contribution . 

— 

— 

— 

Provision for Taxes on Income. 

357,366.57 

439,059.65 

622,380.50 

Total Current Liabilities. 

512,666.64 

698,649.84 

983,610.87 

First Mortgage Bond—Installments due subsequent 
to one year after date. 

1,726,339.18 

1,856,876.31 

1,929,688.16 

Capital Stock. 

1,469,589.50 

1,469,589.50 

1,469,589.50 

Earned Surplus . 

2,838,374.73 

2,645,764.35 

2,379,380.23 

Total. 

$6,546,970.05 

6,670,880.00 

6,762,268.76 

Note: See notes to Financial Statements which are an 

integral part of this statement. 



Dec. 31,1946 

1,426,987.81 

963,847.10 

805,633.98 

137,937.78 

3,334,406.67 

56,423.18 

735,937.33 

472,695.27 

_5.00 

4,599,467.45 


192,936.57 

68,179.21 

835,690.45 

1,096,806.23 

1,469,589.50 

2,033,071.72 

4,599,467.45 




























































Analysis of Company Ownership 

NO-PAR COMMON STOCK 


By Number of Shares 


No. of Shares 


Number 

Stockholders 


1 - 99 

100- 199 

200 - 299 

300 - 399 

400 - 499 

500 - 599 

600 - 699 

700 - 799 

800 - 899 

900 - 999 

1,000 - 1,999 
2,000 - 2,999 
3,000 - 3,999 
4,000 - 4,999 
5,000 - 9,999 
10,000 - and over 


2,127 

726 

251 

74 

48 

50 

14 

16 

16 

4 

57 

19 

7 
3 
9 

8 




By 


Stock- 

Number 

State 

holders 

of Shares 

Alabama .... 

... 37 

6,409 

Arkansas .... 

... 44 

2,624 

California .... 

... 84 

7,854 

Colorado .... 

... 34 

6,155 

Connecticut 

... 17 

850 

Delaware .... 

... 1 

50 

District of Columbia 

... 9 

515 

Florida. 

... 19 

1,257 

Georgia. 

... 24 

1,085 

Idaho . 

... 1 

100 

Illinois. 

... 91 

7,060 

Indiana. 

... 18 

358 

Iowa. 

... 21 

2,937 

Kansas. 

... 24 

1,489 

Kentucky .... 

... 24 

1,596 

Louisiana .... 

... 35 

5,393 

Maryland .... 

... 14 

899 

Massachusetts . 

... 22 

858 

Michigan .... 

... 17 

1,550 

Minnesota .... 

. . . 15 

747 

Mississippi .... 

... 32 

1,488 

Missouri. 

... 163 

61,900 

Nebraska .... 


147 


States 







Stock- 

Number 

State 





holders 

of Shares 

Nevada . 





1 

100 

New Jersey . . 





36 

2,995 

New Mexico 





16 

1,395 

New York . 





. 178 

36,720 

North Carolina 





54 

4,375 

North Dakota . 





2 

200 

Ohio .... 





28 

1,423 

Oklahoma . 





76 

8,786 

Oregon . 





2 

525 

Pennsylvania . 





55 

4,645 

Rhode Island . 





2 

517 

South Carolina 





25 

2,842 

South Dakota . 





3 

42 

Tennessee 





48 

2,555 

Texas . . . 





. 2,023 

513,512 

Utah .... 





3 

240 

Vermont 





1 

8 

Virginia . 





74 

2,956 

Washington 





24 

1,580 

West Virginia . 





4 

185 

Wisconsin . 





18 

630 

Wyoming . 





2 

120 

Canada . 





2 

104 

Mexico . 





2 

224 
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Dr. Pepper is Sold 
in over One Million Places 


IN VENDORS 

More and more exclusive Dr. Pepper vendors are 
being seen "on location” across the country. Com¬ 
bining all the advantages of (1) self-service, 
(2) automatic vending, and (3) handsome point- 
of-sale advertising. Dr. Pepper vendors are the 
most profitable, most trouble-free outlets a bot¬ 
tler can have. And the prospect list has barely 
been tapped. For every place that people gather, 
loiter, rest, or linger for any period affords the 
opportunity to place a Dr. Pepper exclusive 
vendor. If your own business is not enjoying the 
profits and convenience of an exclusive Dr. Pep¬ 
per vendor, call your Dr. Pepper bottler. 























IN CARTONS 


The handsome Dr. Pepper 6-bottle carton is find¬ 
ing its way into more thousands of American 
homes every day. Since almost 50% of all car¬ 
bonated beverages are consumed in the home, the 
potential for expansion of Dr. Pepper sales in 
cartons for home use is greater than any other 
avenue. Featured prominently in all current ad¬ 
vertising, cartons (and 24-bottle cases) are a 
"must” in the drive for higher per capita Dr. 
Pepper development. And since "availability” is 
a prime requisite for such development, your 
Company is embarked upon a series of merchan¬ 
dising programs designed to capture a greater 
share of the space in the home refrigerator. For 
Dr. Pepper in the refrigerator guarantees "avail¬ 
ability” for every member of the family every 
hour, every day, every week, every year. 


















AT FOUNTAINS 

Important progress was made by the Fountain 
Division of your Company in 1949. A new type 
fountain dispenser, labelled the G-l-C, made its 
appearance, and dealers found it an attractive — 
and profitable — addition to their fountains. 

Aggressive expansion of this phase of the busi¬ 
ness is planned, and an expanded sales force is 
already at work to accomplish this end. 

Direct mail and trade magazine advertising 
was slanted at another increasingly important 
phase of the fountain division, i.e., cup-vending 
equipment. With the advantages of (1) longer 
profit, and (2) a distinctive flavor, Dr. Pepper 
syrup is finding an ever-widening acceptance by 
cup-vending operators across the country. 



i 


IN COOLERS 

Handy, efficient Dr. Pepper coolers continue to 
provide fine refreshment for thousands of thirsty 
Americans. Providing bottlers and dealers alike 
with an ever-ready "silent salesman,” open type 
coolers offer steady profits at a minimum invest¬ 
ment in dollars and floor space on locations where 
it is not possible to place exclusive vendors. 

























NEW Advertising to Help 
SELL MORE Dr. Pepper 

The advertising program 
of your company has 
been given new direction 
by a change of advertis¬ 
ing agencies in mid-year, 

1949. Selection of Ruth- 
rauff & Ryan, after care¬ 
ful and extended con¬ 
sideration, was based on 
the national facilities and 
long experience of this 

agency in the package goods field. As initiated by of merchandise rather than long range institu- 
RuthraufF & Ryan, Dr. Pepper advertising cur- tional objectives. Stockholders and bottlers alike 
rently is geared toward getting immediate sales have indicated their favorable reactions. 

NEW Merchandising 
also Helps SELL 
MORE Dr. Pepper 

Aggressive merchandising campaigns, carefully 
planned and tested before being offered to Dr. Pepper 
bottlers, are a dominant feature of the 1950 Dr. Pep¬ 
per program. The first of such campaigns, completed 
during the last quarter of 1949, indicated that bottlers, 
dealers, and consumers alike felt the impact of this 
outstandingly successful merchandising promotion. 
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